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Foreword 

Sara A. Stahley

“Cross-Cultural Negotiation” is a collaboration of efforts designed to synthesize ideas derived from

multiple fields including, but not limited to, sociology, anthropology, law, and business. Drawing on the

works of Jeanne Brett, Gary Weaver, Roger Fisher, Frank Sander, Kevin Avruch, Roy Lewicki, William

Fox, Pat Chew, and others, this book seeks to combine existing ideas while offering fresh new perspec-

tives. “Cross Cultural Negotiation” is a pioneer because it merges multiple fields of study in order to arm

negotiators with a toolbox of ideas. Aimed at the U.S. negotiator, this book seeks to guide negotiators

on the path to more successful cross-cultural negotiations.     

The reader will find several themes while reading this book. The first is preparation. The beginning

chapters of this book will alert the negotiator to important verbal and visual cues. Cross-cultural nego-

tiations will likely present issues that are new to the negotiator; accounting for these differences will help

the U.S. negotiator navigate smoothly through the negotiation. The second theme of this book is reci-

procity.  Once a negotiator is prepared to face potential differences in the cross-cultural setting, the nego-

tiator will be better able to reciprocate with the counterpart. The U.S. negotiator is better able to under-

stand what changes in style may be needed and how to seamlessly make those transitions.  

The reader will discover through the third theme the importance of trust building in cross-cultural

negotiations. The relationships being formed with cross-cultural counterparts are extremely fragile and

this section offers tips allowing negotiators to better establish long-lasting trust. Fourth, the reader will

find the theme of self-evaluation running throughout this work. This book focuses on people as individ-

uals and suggests that a negotiator must first know himself in order to know his counterpart. By know-

ing himself, a negotiator is better equipped to address the next theme — reevaluation of the situation.

Often in cross-cultural negotiations, unexpected issues will arise such as ethical dilemmas or language

barriers.  Being able to reevaluate the situation allows the negotiator to understand what has happened

and what still needs to be accomplished during the negotiation. Finally, the authors suggest that a cross-

cultural negotiator should keep an open mind and strive to be optimistic.    

Cross-cultural negotiations present situations full of uncertainty and risk. The goal of this book is to

furnish U.S. negotiators with a toolbox of ideas to use in cross-cultural negotiations. These suggestions are

based on existing research and are offered as a guide to U.S. negotiators as they negotiate cross-culturally.  
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